Amy Neal Director Training   




August 28, 2008
-to new consultants(If you do what I tell you to do, you’ll succeed.  We’re here together!

During interview with team members recruit:


Ask questions—married, kids, what do you do, have fun last nite? Like to cook?

Look for the 3 recruiting questions:

1.  What did the consultant do that triggered/piqued your interest?

Typical answers: $, fun, prods (find her why & that’s how you recruit them)

Would you like to cook and make $100 a night?

2.  Is there anything that is standing in your way of starting?

Obstacles will come up here:  no time, no $, direct sell failure, childcare,etc

If I could show you a way to _______, would you like to explore further?

$ issue—I was in debt over $40K and didn’t have the $, my friend cleaned houses & I did a yard sale(You will make the investment back in your 1st paycheck and then some!

3.   If I told you you could get your 1st paycheck on Sept 22 or Oct 8, when would you like your 1st check?

Sept 22—Great!! If you will have yhour starting shows lined up in the next 2-3 days, we can order your kit by the end of the week—you’ll have your paycheck on Sept 22.

*Have you started thinking about who your 1st hosts are?

*Start making list using brainstorm idea on page 24 of new cons training.

New Cons words:  I’m excited, I need your help, could I offer you $100 shopping spree from hosting an avg PC show?

*call when you have your 4th YES—we’ll order your kit.  If  I don’t hear from you by Sat, I will call you and check in with you.

(I feel more comfortable submitting your agreement knowing that you have business lined up.  I want to protect your investment.

Potential recruit—MAYBE-gotta think about it

(I’m in the business of helping people if you tell me yes you want to start the biz.  I’ll be your biggest cheerleader & help you every step of the way.  If you tell me NO—I’ll respect your honesty and ask you to party with me.  But when you tell me _________________________ (maybe, talk to spouse), I don’t know how I can help.  Do you mind if I explore with you a little further what you need to thnk about?


*other obstacles come up here that didn’t come up earlier--$, past failure, time to think

(sounds like you need pillow-time (24 hrs).  Let’s talk tomorrow @ _____.  Talk about who will be your 1st hosts.

Recruiting must be part of their business.  Always use assuming language.  You must tell your story, plant seeds, invite all guests to take home information.

Amy(I will interview and train your leads!!!!!


(reward your team when they get their leads to you (give them tixs-rewards at mtg)


(have new recruiters share what it feels like—testimonials (fun to get catalogs)


(Who is the 1st person you think of when you give them oppor info?  AMY, AMY AMY!!!


(Give everyone $17,000 check—list on back what you would do w/$ ($ for dir w/100shows/yr)


(Open NEW PRODS with your team (director benefits, pile ons, etc)

(take cons to shows w/you


(every 6 months do activity to dev story/ play ticket game with them-relate to rec, directorship


(conduct mock interview @ mtg (use a guest—ask them to help you train team & recruit them!)



(ask cons to listen for the 3 quests, takes them 2-3 exposures to get the system)

MEETING:

1.  Set team goal to recruit (active 10=1 new , active 10-20=2 new)

2. Parts of the meeting

a.  Welcome-introductions

b. Recognition

c. Training 1

d. Training 2

e. Motivational close

f. Network

(what do you want to talk about next month?

(set new cons training on same day every month, sep from reg training

COACHING IS EASY

1.  Use coaching call prep form

2. Work w/the willing—those who want to move up

a.  Are you willing to use this method?

b. Use sheet/talk weekly?

3. Are you interested in leadership in this business and going to the next level of income?  Would you like ongoing support and encouragement?
4. Must ask them if they want coaching!!!!

5. LEADERSHIP IS THE NEXT LEVEL OF INCOME

6. ONLY INVEST IN WILLING—not responding, following through, have things changed or have a change of heart?

(set boundaries—only allow 2 strikes, you are done

7.  I talk “our time” seriously.  Why don’t you re-evaluate what you want and call me back when you are ready.

(support VS coach (support you on another level if that’s what you want.

8.  Call prep form for Directors

9. Develop/watch show/ have consistency as soon as have 8 shows in 30 days, give me a call and we’ll get set (agree to calling me the day after each show)

10. During the call:

a.  Did you have fun?

b. Bookings?  Did we get 2 bkgs?

c. What happened?  Low attendance, invite all guests?

d. How many leaders did we generate?  Got phone #’s for leads?

e. No leads—tell me more about that, how are you informing

11. First calls are longer, explore whys—how can we resolve—may need training

(always check to reaffirm next show/call
CLUSTER CALENDAR


1.  Takes 3 months before they buy in

2. Pass it around at meeting—dates booked in Sept (*in day you want to have shows, ‘ next to name for cat)

3. Helps teach them to be intentional

4. Drawing for who already had 4+ shows booked by meeting

5. Special recognition for 4+ show people

6. REPETITION FEEDS THE ACTION YOU WANT!

7. Who is the 1st person you think of when a show adds to your question, changes to calendar, etc
AMY AMY AMY AMY

8.  Why do you want to be on my calendar?  Get Amy love notes/pray for team inds w/shows

(checks to see who has shows last night-send note to all who had parties last night 

(email says “we were all partying last night, how many bookings, etc?

(if the email back, they got tick marks for sharing show results

9.  Post meeting follow-up(missed you, give me your show dates (wait 2-3 days, grp email to those who haven’t responded)

10. HOT DATE—day of month that has the most shows, after  15th—keep booking shows-send congrats

(show was HOT DATE-love note w/ HOT DATE as subject line—give them HOT TAMALES @ mtgs

11.  Tickets for business activities during month:

a.  4+ shows scheduled for next month

b. Leads send to her to follow up with

c. Contacts made throughout month

WORDS TO MOTIVATE

1.  If I don this business, you make $.  (cons activity)

2. If you teach this business, make good $. (dir activity)

3. If you teach other to teach this business, you will make a fortune. (upper level dir)

(teach other to be leaders)

